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Objective: The basic objective of this course is to acquaint students with the theory and practice of advertis
as well as management of a firm’s sales operations.

Unit I:-1 20%

Massage design and development, Copy Development, Types of appeal, Copy testing.. Deceptive Adveriisn
and control.

Unit -11 : 20

Measuring advertising effectiveness. unfair advertising practices, ASCIl-Advertising standard councii vl
India, Techniques for measuring advertising effectiveness, Ethics in advertising—self control. control by
consumer, control by government.

Unit- IV: 25%
Sales force management: Estimating manpower requirements for sales department. Planning for manpow e
recruitment and selection, training and development, placement and induction, motivating sales foree. fea
the sales force, Compensation and promotion policies.

h
S

Unit -V: 25!
Control process: Analysis of sales volume, Costs and profitability. Managing expenses of sales personne

Evaluating sales fore performance. Sales Analysis by territories. sales analysis by Sales representatives.
analysis by product- line, sales analysis by customer.

Unit-V1. Case Study 10%
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